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Director’s 

Comments 


Another  fine  month  by  the  6th  Marine  Corps 
District  Warriors.  All  recruiting  stations  made  or 
exceeded  shipping,  by  category:  our  District  attained 
a 1 .82  APR  and  a 1 19.3  percent  of  NNC  mission.  RS 
Jacksonville  had  a strong  production  month  with  a 
2.1  APR  and  121  percent  of  NNC  mission  — super 
recruiting. 

We're  in  very  good  shape  as  we  close  the  door  on 
FY-87.  At  the  end  of  August  we  had  increased  our 
pool  by  our  12  percent  — clearly  a significant 
accomplishment  in  one  year.  Similarly,  we're  in 
better  shape  in  every  quantifiable  area  than  we  were 
this  time  last  year.  Your  hard  work  and  positive 
attitude  caused  it  to  happen.  Attack  the  NNC  mission 
and  close  out  the  fiscal  year  with  class. 


I sincerely  appreciate  your  efforts  in  August  — good 
hunting  in  September. 

Semper  Fi 

$- e' 


Uncovered 


How  about  this  MOS? 

Sgt  William  Garcia  of  RSS 
San  Juan,  P.R.  points  out  one 
of  the  many  occupational 
specialities  that  a young  man 
may  enlist  for  to  a potential 
applicant.  Sgt  Garcia  is  one 
of  four  Marines  assigned  to 
the  RSS  in  the  Caribbean 
Commonwealth  of  Puerto 
Rico.  In  the  tradition  of 
Hispanic  American  Week,  we 
salute  these  successful 
recruiters  (please  see  page  3). 
USMC  photo  by  Sgt  Henri 
Bradford,  PANCO  RS 
Orlando. 
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Jaap  - 

success,  island  style 


By  Sgt  Henri  Bradford 
PANCO  RS  Orlando 


For  some,  the  challenge  of  recruiting  duty 
is  just  that,  a challenge. 

But,  for  the  recruiters  of  RSS  San  Juan, 
Puerto  Rico,  not  only  is  the  duty  a challenge,  but  so 
are  the  daily  efforts  of  the  recruiters. 

"The  main  problem  that  we  have  to  deal  with  here 
is  the  language  barrier,"  says  Sgt  William  Garcia. 
"A  lot  of  kids  that  we  look  for  do  have  some  English 
skills,  but  those  skills  are  very  poor  — and  they  have  a 
hard  time  with  that,"  he  says. 

In  addition  to  the  language  barrier,  the  recruiter 
says  that  many  outside  factors  also  make  the  recruiter's 
job  a little  tougher.  "One  is  the  politics  that  the  person 
was  brought  up  with.  The  people  here  have  strong, 
differing  opinions  on  politics.  The  parent's  attitudes 
ate  reflected  in  the  kids,"  Sgt  Garcia  explains. 

"Another  problem  we  have  is  the  attempt  to  locate 
the  addresses  of  prospective  applicants,"  adds  MSgt 
Antonio  Rivera,  NCOIC  of  RSS  San  Juan.  "The 
Priority  Prospect  Card  (PPC)  doesn't  really  work  here 
because  the  majority  of  people  we're  looking  for 
receive  their  mail  at  post  office  boxes.  That  means 
that  when  you  go  out  to  find  them,  you  have  to  ask 
just  about  every  one  in  the  neighborhood  if  they  know 
the  person.  In  addition  to  trying  to  find  the  address, 
many  of  the  kids  use  nicknames  vice  their  given  names. 
So  unless  you  know  that,  that  is  something  else  to 
stand  in  your  way,"  MSgt  Rivera  adds. 

Even  though  the  recruiters  are  up  against  some 
tough  odds,  Sgt  Garcia  explains  how  they  do  what 
they  can  to  turn  obstacles  to  their  favor.  "To  counter 
the  'uphill  battles,'  we  use  assets  such  as  working  with 
the  public  and  making  ourselves  known,  using  poolees 
and  telephonic  communications  to  reach  the  pros- 
pective applicants,  and  working  to  establish  rapport 
with  the  civilian  community  when  and  wherever  we 
can." 

"Another  factor  we  use  is  word  of  mouth.  This 
element  helps  us  a lot  because  of  the  small  size  of  the 
island.  Since  some  of  the  locations  on  the  island  are 
isolated,  that's  about  the  only  way  the  people  can  find 
out  that  we  are  here.  And  it  also  aids  us  even  in  the 
metro  areas  of  the  island,"  MSgt  Rivera  says. 

The  recruiters  and  NCOIC  agree  that  it  takes  a few 
key  personal  elements  to  be  successful  in  recruiting  in 


Sgt  Henri  Bradford 

SSgt  Antonio  Valdes  helps  Sgt  William  Garcia  in  filling 
out  his  schedules  and  results  notebook.  SSgt  Valdes 
is  currently  serving  on  his  second  tour  as  a recruiter. 

Puerto  Rico.  "One  is  a lot  of  patience.  Because  it  can 
really  tax  you  when  you  think  you've  found  a person 
who  will  qualify  and  pass  the  test  — only  to  have  his 
scores  come  back  really  low,  or  to  get  him  to  MEPS 
and  have  him  found  physically  unqualified.  So  patience 
plays  a major  role.  Also  desire  - a lot  of  drive  and  a 
willingness  to  put  in  the  long  hours  and  hard  work 
are  things  that  can't  be  overlooked,"  says  SSgt  Antonio 
Valdes. 

"There  are  two  things  which  are  paramount  to  being 
successful  here,"  says  Sgt  Garcia.  "One  is  the  re- 
cruiter's ability  to  adapt  to  situations,  and  the  other 
is  rapport  with  the  community." 

He  adds,  "The  recruiters  here  must  be  flexible  in 
their  dealings  with  applicants,  because  there  are  so 
many  things  that  can  go  wrong  when  working  an 
applicant  such  as  failing  the  test  or  really  having 
problems  with  the  language.  And  not  enough  can  be 
said  for  the  working  relationship  with  the  community 
and  the  schools."  he  says. 

"Probably  one  of  the  most  effective  tools  the  re- 
cruiters have  is  the  concept  of  teamwork.  No  matter 
where  you  are  on  recruiting  duty,  teamwork  is  a very 
important  factor.  Everyone  must  pull  together  and 
support  each  recruiter  in  the  RSS.  We  have  that  here 
because  everyone  works  well  with  everyone  and  the 
rapport  between  the  recruiters  is  good.  Without  that, 
the  RSS  will  be  non-productive,"  Sgt  Garcia  says. 

So  while  the  recruiters  of  RSS  San  Juan  have  to  over- 
come several  disadvantages  to  find  "a  few  good  men," 
their  insight  and  dedication  keeps  them  as  one  of  the 
top  RSS's  in  RS  Orlando. 
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Editorial 


‘...and  to  keep  our 
honor  clean...’ 


By  Col  J.C.  Lilly,  Jr. 
District  Director 


IJd  like  to  take  this  oppor- 
tunity to  share  my  concerns 
with  you  about  some 
current  public  perceptions  of  the 
Marine  Corps.  As  you  are  painfully 
aware,  the  Marine  Corps  has  re- 
ceived unfavorable  publicity  as  a 
result  of  the  espionage  cases  and 
"other"  events.  There  is  no  way  to 
make  these  alleged  events  look 
good,  but  we  can  as  individuals 
and  as  a team  ensure  that  the 
public  within  our  District  has  no 
doubt  that  the  Marine  Corps  has 
not  slipped  and  is  better  than  ever. 

I sincerely  believe  that  the 
Marine  Corps  is  unequaled  as  a 
fighting  force.  Our  record  as  warri- 
ors in  combat  is  replete  with 
accomplishments  spanning  over  211 
years.  Marines  are  special  — our 
recruiting  experiences  clearly 
'indicate  that  not  everybody  can  be 
a Marine.  Of  those  who  enlist  in 
our  District,  about  20  percent 
attrite  between  the  "pool"  and 
"recruit  training."  You  know  the 
effort  required  to  find  the  men  and 
women  who  are  qualified  for  the 
Corps  and  who  will  make  good 
Marines. 

I,  like  you,  was  upset  to  see  a 
Marine  with  a black  eye  on  the 
cover  of  a national  magazine  some 
months  back.  But  keep  in  mind 
that  a black  eye,  with  a little 
attention  and  treatment,  goes  away. 
We  must  ensure  that  we  are 
together,  as  a team,  providing  the 
right  kind  of  treatment  to  our 
Corps  by  doing  things  correctly 
and  professionally  every  day. 
We  can  and  will  do  our  share, 
individually  and  as  a unit,  to  ensure 
that  the  Marine  Corps'  image  is 
untarnished  in  our  District. 

I have  unequivocal  faith  in 


Marines;  I know  they  will  do  what 
has  to  be  done.  We  simply  cannot 
get  complacent,  and  that  requires 
self  discipline-self  discipline  to: 

-Wear  the  uniform  correctly 
all  the  time  (our  uniform  definitely 
gives  us  a "one-up"  on  the  other 
services  and  we  should  use  it  to 
our  advantage  — no  compromise 
here.) 

-Properly  use  government 
vehicles  (they  are  always  on  the 
skyline,  they  stand  out  like  a flashing 
neon  sign.  Any  misuse  such  as 
speeding,  reckless  driving  or  any 
unauthorized  use  will  quickly  be 
identified  and  reported  by  the 
public.) 


'Self-discipline 
cannot  be 
delegated  - it 
must  be  practiced 
all  the  time. ' 


-Manage  personal  finances 
(simply  put,  you  cannot  spend  more 
money  than  you  make.  Bad  checks 
spread  around  the  local  community 
can  tarnish  the  Marine  Corps' 
image  and  could  well  take  years  to 
fix.) 

--Consistently  adhere  to  the  high 
standards  of  personal  conduct 
expected  of  Marine  warriors. 
(Professionals  do  not  abuse  alcohol 
or  drugs;  professionals  do  not 
hang-out  in  sleezy  bars  in  or  out  of 
uniform;  professionals  do  not 
fraternize  with  subordinates.) 

-The  bottom  line  — professionals 
simply  do  not  do  things  that  dis- 
credit themselves,  their  unit  or  the 
Marine  Corps.  A good  rule  of  thumb 
when  contemplating  any  question- 
able act  is  to  ask  yourself,  "What 
would  my  commanding  officer  or 
the  Commandant  think  about  what 
I'm  going  to  do."  If  you  believe 


they  would  not  approve  then  it's 
not  the  thing  to  do. 

These  are  some  of  the  things  that 
require  self-discipline.  Self- 
discipline  cannot  be  delegated  - it 
must  be  practiced  all  the  time. 
Be  assured  that  I'm  keenly  aware 
of  the  unique  pressures  placed 
upon  Marine  recruiters  — it's  a 
demanding,  challenging,  and 
sometimes  lonesome  job.  But  it 
was  lonesome  at  Khe  Sahn  and  the 
Chosin  Reservoir  too.  A professional 
has  the  self-discipline  to  do  what 
is  right  at  the  time  and  does  not 
require  constant  supervision  to 
get  the  job  done. 

My  message  is  not  that  we  are 
screwed  up  and  that  a lot  of  things 
are  "broke."  I've  only  highlighted 
some  of  the  pitfalls  to  avoid.  Over- 
all, the  6th  District  warrior's  conduct 
and  performance  is  as  it  should  be. 
We  do,  however,  occasionally  have 
a person  whose  conduct  is  less  than 
expected  from  a professional.  I 
absolutely  insist  on  professional 
performance  across  the  board. 
Those  who  fail  to  live  by  the 
established  standards  can  expect  to 
be  held  accountable  for  their 
actions.  No  need  to  dwell  on  this 
point  at  all  - it's  a fact. 

We're  doing  very  well  upholding 
the  high  standards  expected  of 
professional  warriors.  But  we  can 
do  better  and  we  will.  Our  country 
expects  a lot  from  her  Marine 
Corps,  collectively  and  individually. 

I believe  that  our  Marine  Corps  is 
better  than  it  ever  has  been  - let's 
make  sure,  together,  that  the 
people  to  whom  we  are  responsible 
understand  that.  There  is  no  com- 
promise when  it  comes  to  the 
reputation  of  our  Corps.  Talk  won't 
hack  it  --  we  must  prove  it  by  our 
word  and  deed.  To  the  public  of 
the  6th  Marine  Corps  District,  we 
are  the  Marine  Corps.  Let's  continue 
to  march  and  to  live  by  our  motto, 
Semper  Fidelis. 
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PFC  passes  muster 


By  Sgt  Pamela  Vajner 
PANCO  RS  Raleigh 


Sgt  Pamela  Vajner 

PFC  Richard  Vaughn,  Jr.  and  his  recruiter,  SSgt 
Richard  Vasquez. 


Not  everyone  can  become  a Marine.  Recruit 
training  is  where  the  fact  is  tested.  For  Private 
First  Class  Richard  Vaughn,  Jr.  of  Winston- 
Salem,  N.C.,  it  was  a test  that  was  passed  with  flying 
colors. 

While  spending  eight  months  at  Parris  Island, 
S.C.  because  of  an  injury,  he  had  to  decide  just  how 
much  he  wanted  to  become  a Marine. 

"It  wasn't  always  easy  to  stay  motivated,"  the 
19-year-old  admits.  "Sometimes  I really  just  wanted  to 
quit  and  go  home.  But,  I realized  it  was  easier  just  to 
set  my  sights  and  hit  my  target. ..to  leave  Parris  Island 
as  a Marine! " 

His  parents,  Diane  and  Richard,  Sr.,  were  there 
beside  him.  They  made  several  visits  to  South  Carolina 
to  see  him  and  remained  in  contact  with  him  as 
constantly  as  they  possibly  could.  "We  wanted  to  make 
sure  it  (remaining  at  boot  camp  and  becoming  a 
Marine)  was  what  he  really  wanted,"  says  the  proud 
father  of  the  new  Marine. 

His  recruiter,  SSgt  Richard  Vasquez  of  RSS  Winston- 
Salem,  beams  when  he  talks  about  PFC  Vaughn. 
"He  was  met  with  a lot  of  opposition.  He  really  had  to 
tough  it  out.  But,  I'm  really  proud  that  he  stayed  at 
Parris  Island  and  made  it  through  despite  the  odds." 

"I  guess  I had  a tougher  time  at  boot  camp  that  most 
people,  but  it  was  well  worth  it,"  Vaughn  says  in 
retrospect. 

In  the  Epistles,  Lucius  Seneca  wrote,  "It  is  a rough 
road  that  leads  to  the  heights  of  greatness."  Now  that 
the  rough  road  is  behind  him,  PFC  Vaughn  is  ready  to 
try  for  those  heights. 


‘Parris  Island,  James!’ 


By  SSgt  Sherry  L.  Gregory 
PANCO  RS  Jacksonville 


When  John  T.  Huth  Jr.  and 
fellow  Wolfson  High  School 
graduate  Scott  D. 
Wallingford  left  for  Parris  Island  on 
July  1,  1987,  they  rode  in  style. 

Huth's  father,  Master  Sergeant 
Tim  Huth,  RS  Jacksonville’s  Re- 
cruiter Instructor,  hired  a chauffeur- 
ed  limousine  to  take  the  two  buddies 
from  the  Huth  home  to  the  hotel 
where  they  remained  overnight 
until  processing  in. 

The  elder  Huth  said  he  hired  the 
limousine  for  his  son  because, 
"This  is  his  last  free  ride." 

Huth  enlisted  for  five  years  in 
aircraft  maintenance  and  Walling- 
ford for  four  years  in  security 
forces.  The  two  are  due  to  become 
Marines  in  October,  when  they 
complete  from  recruit  training. 


SSgt  Sherry  L.  Gregory 

MSgt  Tim  Huth  puts  his  son,  John,  in  the  limousine  as  the  driver  dutifully 
awaits  to  dose  the  door. 


September  1987 
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The  ‘Pappy’ 
of  8412’s 


By  SSgt  Douglas  W.  Allen 
PANCO  RS  Macon 

Marines  of  the  famed 
"Blacksheep  Squadron'' 
affectionately  called  their 
leader  "Pappy"  because  of  the 
respect  they  held  for  him  and  his 
leadership. 

Master  Gunnery  Sergeant  Larry 
W.  Poler,  NCOIC  of  RSS  Greenville, 
S.C.,  is  also  known  as  "Pappy"  by 
the  Marines  of  RS  Macon  for  the 
same  reason.  And  the  fact  that  it 
seems  like  he's  been  around  for- 
ever. 

"Pappy  Poler"  has  just  about 
done  it  all.  He's  been  a production 
recruiter,  an  NCOIC,  and  was  the 
Recruiter  Instructor  in  RS  Buffalo, 
N.Y.,  prior  to  reporting  in  at  RS 
Macon. 

He  thrives  on  challenges,  and  has 
said,  "If  I had  a choice  of  where  I 
could  go  from  here  I'd  want  to  go  to 
the  worst  place  in  recruiting,  either 
as  an  Rl  or  NCOIC,  and  have  the 
challenge  of  making  the  worst  into 
the  best." 

"Top",  as  he  is  also  known,  has 
plenty  of  experience  to  base  his 
leadership  on.  He  just  went  over  27 
years  in  the  Marine  Corps  in  August 
and  he  is  the  senior  8412  in  the 
Marine  Corps  today. 

He  went  to  Recruiters  School  at 
MCRD,  PISC  in  June  1971  and  has 
been  recruiting  ever  since,  with  only 
a one  year  break  in  1976  when  he 
was  assigned  to  MCLB  Albany,  Ga. 
to  work  in  his  MOS  as  an  Ordnance 
Chief. 

Poler  says  he  doesn't  know  if  he 
has  been  in  the  trenches  recruiting 
longer  than  anyone  else  but  he  has 
been  an  8412  since  July  1978  when 
the  field  was  created. 

"As  soon  as  I heard  about  the  new 
field  I knew  it  was  for  me  because  I 
felt  I had  more  to  offer  the  Marine 
Corps  as  a recruiter  than  going  back 
to  the  Fleet  and  becoming  a desk 
jockey,"  explains  Top  Poler. 

MGySgt  Poler  spent  five  years  as 
a production  recruiter  and  NCOIC 
on  production  at  RS  Buffalo,  N.Y. 
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before  returning  to  MCLB  Albany. 
But  even  at  Albany  he  couldn't 
stay  away  from  recruiting. 

Because  of  the  lack  of  experienced 
recruiters  back  in  the  mid  70's  he 
was  called  back  to  RS  Buffalo  for 
three  months  of  TAD.  Then,  just  two 
months  after  returning  to  Albany  he 
received  orders  to  HQMC  for  four 
months  where  he  was  assigned  to 
the  contact  team  that  installed 
systematic  recruiting  nation-wide. 

Top  remembers  those  days  with  a 
smile.  "We  would  go  in  and  destroy 
a recruiter's  files,  maps,  everything. 
It  ruined  his  whole  week.  We 
completely  confused  him  and  then 
put  him  back  together  on  the  last 
day,"  says  MGySgt  Poler. 

The  Medina,  N.Y.,  native  says  he 
was  picked  to  be  on  the  team  be- 
cause he  recruited  in  the  1st  Marine 
Corps  District.  The  people  on  the 
team  were  mainly  out  of  the  1st 
MCD  with  one  person  from  each  of 
the  Recruiter's  Schools,  according  to 
Poler. 

"Systematic  Recruiting  really 
started  in  the  1st  MCD,"  says  Top 
Poler.  He  explains  that  A.P. 


McMillan,  then  a colonel,  is  the  one 
who  started  systematic  recruiting 
back  around  1972,  when  he  was  the 
director  of  the  1st  MCD.  Top 
remembers  that  at  that  time  the  1st 
MCD  was  last  in  the  nation.  The 
implementation  of  systematic 
recruiting  brought  a steady  climb  to 
success. 

Since  reporting  to  6th  MCD's 
RS  Macon  in  July  1985,  to  be  the 
NCOIC  of  the  RS's  largest  RSS, 
Poler  has  built  the  nine-man  station's 
pool  from  70  people  to  more  than 
190.  And,  in  the  last  three  months, 
RSS  Greenville,  S.C.,  has  put  over 
30  people  in  the  Marine  Corps  per 
month,  for  a 3.53  net  production  in 
June,  a 3.44  in  July  and  a 3.00  in 
August. 

To  get  this  kind  of  result,  Top 
likes  to  lead  by  example.  "A  lot  of 
people  prefer  to  use  the  strong  arm 
method.  I'd  rather  find  out  what  the 
recruiters  are  weak  in  then  take 
them  out,  show  them  how  to  do  it, 
and  let  them  do  it.  It's  what  I call  the 
show  and  tell  method,"  says  Top. 

"The  biggest  thing  if  a recruiter 
wants  to  be  successful,  and  I'm  a 
firm  believer  in  it,  is  that  you  have  to 
sell  yourself  first.  You  have  to  be 
enthused  about  your  job,  you  have 
to  know  your  product  and  most 
important  of  all,  you  have  to  believe 
in  your  product  — the  United  States 
Marine  Corps,"  declares  the  45- 
year-old  Leatherneck. 

MGySgt  Larry 
“Pappy”  Poler 
shares  his  wealth 
of  knowledge  with 
CpI  T.R.  Elgin. 
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Recruiter's  quick  action  saves  a life 


By  Sgt  Raymond  Braud 
BANCO  RS  Montgomery 


Recruiting  duty  is  arduous  duty  for  Marines 
who  serve  on  it.  The  hours  can  be  long.  But 
when  you  add  acts  above  and  "beyond  the 
call  of  duty"  the  already  rewarding  duty  becomes  even 
more  rewarding. 

On  August  11,  Sergeant  Robert  Hutchison,  a recruit- 
er at  Recruiting  Substation  Mobile,  Ala.,  was  travelling 
back  to  Mobile  from  the  MEPS  in  Montgomery  with  two 
applicants  when  they  witnessed  a logging  truck 
accident. 

"We  were  about  eight  miles  south  of  Montgomery 
when  a log  truck  came  speeding  by  us.  It  lost  control, 
ran  over  the  top  of  a small  pick  up  truck  parked  on  the 
side  of  the  road,  and  flipped  over,"  says  Hutchison. 

"I  went  to  the  side  of  the  interstate  and  walked  over 
to  the  truck  to  see  if  anyone  was  hurt.  When  ! looked 
inside  I saw  the  driver  moving  but  he  was  trapped  and 
couldn't  get  out.  So  I busted  out  the  back  window  and 
tried  to  get  the  guy  out.  When  he  reached  his  hand  out 
I could  see  he  had  a big  hole  in  his  hand  and  was 
bleeding  profusely,"  Hutchison  adds. 

Hutchison  told  his  applicants  to  stay  near  the 
Government  Vehicle  and  try  to  wave  someone  down  to 
call  the  police  and  an  ambulance.  "I  used  my  web  belt 
to  form  a tourniquet  around  his  arm  and  moved  him 


from  his  truck  to  the  back  of  my  van,  laid  him  down  and 
treated  him  for  shock,"  Hutchison  says. 

Major  James  Cartwright  of  the  U.S.  Army  Reserve 
out  of  Mandeville,  La.  followed  behind  and  witnessed 
the  accident  and  actions  of  Sgt  Hutchison.  According  to 
Major  Cartwright's  account,  Hutchison  pulled  the 
injured  man  from  the  cab  of  the  demolished  truck  and 
conducted  a search  of  the  surrounding  area  to  deter- 
mine if  there  were  any  other  victims  involved. 


7 just  knew  the 
driver  needed  help. ' 


In  Cartwright's  opinion,  Sgt  Hutchison's  quick 
actions  saved  the  truck  driver's  life. 

According  to  Hutchison,  the  major  travelled  further 
down  the  road  to  call  for  help,  and  a state  trooper  and 
ambulance  arrived  soon  after  to  take  over  where 
Hutchison  left  off. 

Hutchison  is  a Corrections  Marine  by  trade,  and  said 
he  had  a few  first  aid  courses  and  CPR  courses  while 
serving  at  the  Camp  Lejeune  brig.  "The  whole  incident 
occurred  so  fast,  I really  didn't  have  much  time  to  think 
about  what  was  going  on.  I just  knew  the  driver  needed 
help." 
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Former 
Marine 
collects 
bits  of 
history 


Sqt  Mike  Ford 

Harold  Appleton  reflects  on  his  Marine  Corps 
days  as  he  displays  a U.S.  model  1918-A2 
Browning  Automatic  Rifle  like  the  one  he 
actually  carried  in  Korea. 


By  Sgt  Mike  Ford 
PANCO  RS  Nashville 


ft  I ve  had  some  interesting 
1 experiences  in  life  and  have 
• been  given  tremendous 
satisfaction  in  many  things  — the 
birth  of  my  children,  graduation 
from  college,  reaching  various 
milestones  in  my  career  and  others. 
But,  I think  the  single  most  import- 
ant event  and  probably  most  in- 
fluential in  my  life  was  joining  the 
Marine  Corps,"  says  James  H. 
Appleton,  55,  of  Nashville,  Tenn. 

His  love  of  the  Marine  Corps 
exemplifies  the  slogan,  "Once  a 
Marine,  always  a Marine."  The 
Marine  Corps  undoubtedly  enriched 
his  life.  And,  through  an  incredible 
collection  of  memorabilia  and 
weapons  he  has  touched  the  lives 
of  those  around  him. 

He  served  with  First  Platoon, 
"I"  Company,  3rd  Battalion,  5th 
Marines  in  Korea.  First  he  was  an 
assistant  Browning  Automatic 
Rifleman,  then  a sniper  and  an 


"executive  runner." 

On  June  25,  1950,  when  the 
Korean  War  broke  out,  Appleton 
was  in  the  mountains  near  Sparta, 
Tenn.  at  a summer  surveying  camp 
as  part  of  a course  for  Vanderbilt 
University.  After  the  war  started, 
it  wasn't  going  well  and  he  knew  it 
was  just  a matter  of  time  before  they 
needed  people.  "I  wanted  to  be 
the  chooser  instead  of  Uncle  Sam 
being  the  chooser,"  he  says.  "I 
chose  the  Marine  Corps  because  I 


'Boot  camp  gave  me  the 
perseverance  and 
tenacity  for  later 
life.  ' 


had  a life-long  love  affair  with  it." 

"I  had  grown  up  reading  about  the 
Corps  and  its  exploits.  I had  always 
been  a pretty  gung-ho  kid.  WWII 
came  along  when  I was  ten.  All  I 
did  was  play  soldier." 

He  says  he  was  always  gifted  with 
his  hands.  "If  I've  made  one  model 
Thompson  sub-machine  gun, 
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Sgt  Mike  Ford 

included  in  Appleton’s  collection  of 
memorabilia  is  a display  of  the  major 
MOS  and  job  specialty  breast 
badges  of  the  U.S.  Military  Services. 


I've  made  100.  I grew  up  with 
ambitions  like  that.  But,  I had  no 
direction,  no  aim  in  life,  no  stability 
and  no  confidence.  I think  the  things 
I experienced  in  boot  camp  gave  me 
the  perseverance  and  tenacity  for 
later  life. 

"I  don't  know  that  I would  have 
had  the  tenacity  or  endurance  to 
stay  in  engineering  school  for  four 
years.  I was  going  to  school  over- 
time, I had  two  jobs  and  two  kids. 

I don't  know  that  I would  have  made 
it  without  the  Marine  training.  You 
learn  a 'Stick  with  it,  I can  do  it,' 
attitude  that  is  developed  in  boot 
camp  by  the  drill  instructors." 

When  he  was  seven  or  eight 
years  old,  Appleton  received  his 
first  gun  — a Red  Rider  BB  Gun. 
"I  had  to  be  a real  good  boy  to  get 
that  BB  gun,"  he  says  grinning. 
He  then  started  working  at  about  the 
age  of  10  and  bought  a Remington 
.22  caliber  five  shot,  clip-fed  rifle 
with  the  money  he'd  saved. 

When  he  was  15  or  16  he  began  to 
put  together  a small  collection  of  8 
or  10  rifles.  "No  pistols,"  he  says, 
"back  then  you  couldn't  have 
pistols."  The  weapons  weren't 
in  any  particular  field,  just  guns 
that  he  liked. 

After  40  years  of  adding  things  to 
his  collection  of  memorabilia,  he 
says  it's  just  about  where  he  wants 
it.  "I'll  continue  to  collect  mem- 
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Sgt  Mike  Ford 

Local  recruiters  GySgt  T.D.  FusselS  and  Cpi  M.D.  Mitchell  examine  Marine 
campaign  covers  circa  1892-1910  during  a visit  to  Appleton’s  home. 


orabilia  and  weapons  as  long  as  I 
can  afford  it  and  as  long  as  I'm 
working,  I can  afford  them." 

Out  of  that  collection,  he  says  he 
does  have  his  favorites.  "Picking 
just  one  above  the  others  would 
be  almost  like  picking  out  a favorite 
child,"  he  exclaims.  He's  got  a 
Henry  repeating  rifle  that's  pretty 
dear  to  his  heart.  A Whitney- 
Plymouth  Navy  rifle  he  likes,  a few 
carbines,  and  a 1930  A-1  Spring- 
field  with  an  eight-power  scope 
which  is  a copy  of  the  sniper  rifle 
he  carried  in  Korea.  "I  have  several 
M-1's  that,  naturally,  are  a soft 
spot  also,  because  that's  what  I 
used  to  carry,"  he  says. 

Appleton  has  established  the 
value  of  his  collection  at  right 
around  $500,000,  which  includes  all 
the  weapons,  books  to  research  the 
weapons,  memorabilia  (from  patches 
to  saddles)  and  two  rebuilt  jeeps 
with  one  on  order.  It  wasn't  his 
intention  to  collect  all  memorabilia 
when  he  started  in  1947.  "It  just 
started  out  as  a civil  war  collection," 
he  says.  "One  thing  led  to  another 
and  before  I knew  it  I was  collecting 
pre-Civil  War,  colonial  muskets, 
something  from  the  'Old  Corps' 
days  and  so  on." 

Over  the  years  he  has  had  a little 
help  from  his  friends  on  his 
collection.  "I've  got  a network  of 
friends  all  over  the  United  States," 
he  says.  "They  help  me  with  certain 
pieces  of  history.  You  just  develop 


contacts  over  the  years." 

Even  his  wife,  Nancy,  gets  into 
the  act  occasionally.  "She  used  to 
buy  me  books  for  gifts  and  things, 
but  she  stopped  that  because  I 
probably  already  had  it,"  he  adds. 
"Usually,  she'll  see  me  look  at 
something  at  a gun  show  and  then 
walk  on.  Later  she  sneaks  back  very 
quietly  and  picks  it  up  for  me." 

There  are  many  questions  that 
come  up  when  one  looks  at  a collect- 
ion this  diverse.  "Who  might  have 
held  this  sabre?"  or  "Who  might 
have  fired  this  AK-47  Russian 
machine  gun?"  There  are  a few  such 
cases  in  which  Appleton  does  have 
the  name  of  the  bearer  of  a 
particular  artifact. 

He  has  a Custer  carbine,  and  by 
its  serial  number,  it  can  be  traced, 
he  says,  to  a series  of  serial  numbers 
that  were  issued  to  the  U.S.  Seventh 
Cavalry.  The  weapon's  issue  date 
is  such  that  is  was  issued  just  before 
the  Battle  of  the  Little  Big  Horn 
(where  Gen  G.A.  Custer  and  his 
cavalry  fought  Sitting  Bull  and  the 
Sioux  Indians.)  "You  don't  know 
whether  it  was  there  or  not,"  he 
says,  "but  it's  pretty  reasonable  to 
think  that  it  was."  He's  also  got  a 
few  pieces  from  the  Civil  War  that 
are  identified  by  location  or 
individual. 

Besides  investment  purposes 
and  the  thrill  of  research  and  a good 
find,  there  are  other  reasons  he 
continues  to  work  on  his  collection 


after  40  years.  "Could  you  imagine 
being  able  to  hold  in  your  hand  the 
musket  that  fired  'the  shot  heard 
'round  the  world'  in  Concordberry 
on  April  18,  1775  and  started  our 
Revolutionary  War?"  he  says.  "Or, 
how  about  Sgt  York's  1903  Spring- 
field  that  he  killed  29  Germans 
and  captured  227  with.  Can  you 
imagine  the  feeling  you  would  get 
holding  that  in  your  hand?  It's 
almost  unimaginable!" 

Sometimes  he  goes  down  to  the 
basement  to  sit.  He  turns  the  lights 
almost  off  and  just  imagines  the 
stories  the  weapons  and 
memorabilia  could  tell  if  they  were 
alive.  "I  can  nearly  hear  these  guns 
talking  like  a bunch  of  old  Marines 
in  a slop  chute  spinning  war 
stories,"  he  says.  "You  know, 
Revolutionary  War  guns  talking 
•about  how  bad  it  might  have  been  at 
Valley  Forge,  and  a Civil  War  gun 
responding,  'Man,  you  ain't  seen 
nothing  yet.  You  don't  know  what 
it's  all  about.  You  don't  know  the 
war's  over  until  you've  been  at 
Mannasas  or  Gettysburg  or 


He  feels  duty-bound 
to  reflect  the 
American  heritage. 


Shiloh.'  " 

History  is  a very  serious  matter 
to  Appleton.  He  says  he  feels 
almost  duty-bond  to  reflect  the 
heritage  that  got  America  where  it 
is  today.  "We  are  getting  a long  way 
from  a war,"  he  reflects.  "War  is 
sacrifice.  It's  a few  people  doing 
some  things  that  keep  a whole  lot  of 
people  from  having  to  do  them. 
Too  many  kids  are  growing  up  now 
with  fathers  that  have  no  military 
experience.  Pretty  soon  no  one  will 
appreciate  the  military  because  this 
experience  isn't  projected  from 
generation  to  generation." 

Given  the  ability  to  start  all  over 
from  boot  camp  and  from  the  very 
first  artifact  he  every  collected, 
Appleton  says  he  would.  "If, 
through  all  this  stuff  I've  collected, 
I could  do  anything  to  encourage  or 
stir  some  young  man's  soul  — some- 
one who's  wandering  aimlessly 
without  a rudder,  like  I was  — to 
steer  him  into  the  stability  and 
discipline  that  the  Corps  has  to  offer, 
it  would  all  be  worth  it." 
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A Closer  Look 


QEP  program 
changes 

HQMC 

Washington,  D.C. 


Since  1982,  a high  school 
graduate  with  an  Armed 
Forces  Qualification  Test 
(AFQT)  score  of  65  (70  for  MOS 
request)  has  been  offered  several 
incentives  to  enlist  for  six  years 
under  the  Quality  Enlistment 
Program  (QEP). 

Flowever,  since  June  1,  new 
Marine  Corps  recruits  enlisting 
under  QEP  will  no  longer  have  the 
incentive  of  "accelerated  promo- 
tion" from  lance  corporal  to  corpo- 
ral, according  to  a manpower 
official. 

Since  September  1982,  when  QEP 
began  under  the  title  "Six  Year 
Enlistment  Program,"  qualified 
recruits  have  had  several  advant- 
ages, one  of  which  was  accelerated 
promotion  from  lance  corporal  to 
corporal  without  having  to  achieve 
a specific  cutting  score. 


Other  incentives  were,  and  still 
are:  choice  of  occupational  field, 
choice  of  duty  assignment,  auto- 
matic appointment  as  private  first 
class  upon  entry  to  active  duty,  and 
accelerated  promotion  to  lance 
corporal.  Promotions,  however,  are 
still  based  on  the  same  standards 
as  regular  Marines. 

The  official  says  the  initial  goal 
of  the  program  was  to  improve  the 
quality  of  Marines  enlisted  while 
increasing  the  Term  of  Enlistment. 
This  would  also  reduce  the  cost  of 
training  and  recruiting.  The  AFQT 
score  requirement  was  reduced  to 
50  (65  for  MOS  request)  in  August 
1985  to  increase  the  number  of  six- 
year  enlistments. 

As  the  Marine  Corps'  quality 
increased,  so  did  its  retention 
rate.  This  caused  a slow-down  on 
the  pathway  to  promotion,  so  the 
average  time  in  grade  requirements 
for  the  average  corporal  increased. 
Because  of  this  overall  increase, 
the  requirements  for  the  QEP 
Marine  were  raised  from  seven  to  12 
months  time  in  grade  and  from  13 
to  18  months  time  in  service. 

This  requirement  for  promotion 
to  corporal  was  again  increased 
in  June  1986  (time  in  grade  increas- 
ed to  24  months,  time  in  service 
increased  to  30  months). 


The  Commandant  of  the  Marine 
Corps  decided  to  eliminate  the 
accelerated  promotion  to  corporal 
after  talking  to  many  Marines  in  the 
field.  The  official  says  the  Command- 
ant felt  promotion  to  the  NCO  ranks 
should  be  based  on  the  individual's 
performance  and  ability  and  not  on 
his  or  her  actions  during  the  time  of 
enlistment. 

The  most  recent  changes  in  the 
overall  Marine  Corps  promotion 
structure  include: 

1.  The  promotion  by  MOS  instead 
of  OccFLD  of  Staff  NCOs. 

2.  Reduced  meritorious  promo- 
tions. 

3.  Stabilization  of  the  MOS 
structure  to  allow  for  equal  and 
deserving  promotion  opportunity. 

Manpower's  overall  goal  is  to 
purify  the  promotion  system  and 
make  it  a fair  and  more  equitable 
one.  The  spokesperson  says,  "The 
Commandant  believed  in  the  value 
of  the  QEP  as  an  excellent  program 
to  continue  to  keep  the  Corps  man- 
ned with  quality  Marines  for  longer 
terms  of  enlistment  and  also  as  a 
valuable  recruiting  tool." 

Although  the  results  of  these 
changes  won't  be  seen  until  1990 
or  1991,  Manpower  officials  believe 
the  changes  will  not  have  a major 
impact  on  recruiting. 


The  Command  Group  of  RS  Orlando  is  looking 
for  a recruiter  to  take  on  the  challenge  of 
opening  a new.  one-man  Permanent  Recruit- 
ing Station  on  the  Island  of  St.  Croix. 

Marines  from  anywhere  in  the  6th  Marine  Corps 
District  may  volunteer  for  this  demanding,  but  exciting 
assignment.  However,  volunteers  must  meet  these 
qualifications: 

‘Minimum  2 years  on  station  since  last  PCS  Move. 
‘Good  Production  Rate 
(Preferably  from  a one-man  PCS  with 
a 2.5  net  production  or  above) 

‘No  more  than  one  dependent 
‘Financially  Stable 
‘Self-Starter 

‘Good  Understanding  of  Systematic  Recruiting 

Qualified  applicants  should  contact  their  RS  Com- 
manding Officer  and  submit  an  appropriate  Adminis- 
trative Action  Form.  For  more  information,  call  SgtMaj 
C.M.  Wright  at  comm  (305)  648-6083  or  (FTS)  820. 
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Military 

payday 

changes 

HQMC 

Washington,  D.C. 

After  the  15  September  reg- 
ular payday,  military  per- 
sonnel will  be  paid  on  the 
first  and  fifteenth  days  of  the  month. 
This  change  is  mandated  by  Congress 
and  affects  all  military  personnel. 


Mid-month  paydays  are  not  affected 
by  this  change. 

The  military  services  will  still  be 
authorized  to  advance  paydays  up 
to  three  days  when  the  first  day  of 
the  month  falls  on  a weekend  or 
holiday,  except  for  1 Oct  paydays. 
All  allotment  checks  will  be  dated 
the  same  day  as  the  end  of  month 
payday  check. 

September  through  December 
1987  paydays  are: 

15  Sept  (Tues) 

1 Oct  (Tlhurs) 

15  Oct  (Thurs) 

30  Oct  (Fri) 

13  Nov  (Fri) 


1 Dec  (Tues) 

15  Dec  (Tues) 

31  Dec  (Thurs) 

The  actual  number  of  days  be- 
tween paydays  varies  under  the  old 
1 5th / 30th  payday  schedule  and  will 
continue  to  vary  under  this  new 
schedule.  Personnel  are  encouraged 
to  review  their  financial  obligations, 
recognizing  that  in  some  months, 
cash  will  not  be  available  on  the  30th 
of  the  month.  Personnel  should  be 
aware  that  automatic  withdrawal 
or  pre-authorized  payments  (i.e. 
mortgage,  insurance,  etc.)  from  their 
financial  institution  accounts  may 
be  affected  by  this  change. 


Contact  Team  Tips 


Editor’s  note:  This  is 
the  first  article  of  a 
monthly  column  written 
by  the  District  Contact 
Team.  The  material 
featured  here  will  in- 
clude recruiting  tips, 
trends  and  news  from 
the  Contact  Team. 


Believe  it  or  not,  phase  lines  are  established  to  help 
recruiters  achieve  mission  by  focusing  their  effort  on 
recruiting  throughout  the  month  and  avoiding  the 
"I've  got  all  month  to  make  mission"  syndrome  that 
results  in  a flurry  of  activity  at  the  end  of  the  month, 
(feeding  frenzy).  There  is  no  doubt  that  phase  lines 
have  helped  the  6th  Marine  Corps  District;  the 
evidence  is  overwhelming: 

-Since  the  establishment  of  phase  lines  by  the 
District  Director  over  a year  ago  contracting  is  up 
over  15% . 

-During  the  same  time  period  recruiter  reliefs  are 
down  80% . 


The  words  "phase  line"  are  perhaps  the  most  mis- 
understood words  that  we  hear  in  terms  of  their  impact 
on  our  recruiting  effort  and,  more  importantly,  on  the 
individual  recruiter. 

Normally  when  we  hear  someone  talking  positively 
about  them  we  grimace  and  look  at  them  like  they're 
crazy.  We  believe  that  the  only  reason  that  phase  lines 
are  established  is  to  micro-manage  the  recruiting 
effort  and  allow  the  NCOIC,  CO,  or  Director  more  of 
an  opportunity  to  get  mad:  Instead  of  missing  contract- 
ing mission  once  per  month,  we  now  can  miss  it  four 
times\ 

Thankfully,  the  reality  of  phase  line  establishment  is 
far  removed  from  that  perception.  Phase  lines  are 
established  to  provide  continuity  to  our  recruiting 
effort,  and  maintain  momentum  throughout  the  month 
and  from  month  to  month  in  order  to  minimize  the 
"feeding  frenzy"  that  occurs  at  the  end  of  every 
month. 


-Feeding  frenzies  have  diminished  to  a dull  roar. 

-Our  momentum  carries  over  from  month  to  month 
much  better  than  it  did  before  (more  contracting 
early  in  the  month). 

The  bottom  line  is  that  we  are  making  mission  and 
building  pool.  We  get  stronger  with  the  passing  of 
every  month  and  phase  line  implementation  has  had 
an  impact  on  our  growth.  I encourage  you  to  continue 
to  strive  toward  phase  line  attainment.  An  even  more 
balanced  effort  will  further  enhance  our  improvement. 
Super  work.  Marines! 

CJvqaAo 

GySgt  C.l . DeLoach 


September  1987 


11 


RAO  Notes 


Years  ago,  a young  man  invented  a device  that  would 
decrease  the  consumption  of  gas  in  Ford  automobiles. 
The  device  cost  only  20  cents  to  manufacture  and  the 
price  was  set  at  one  dollar.  The  inventor  decided  that 
he  could  not  afford  to  hire  and  supervise  a staff  of 
salesmen,  so  he  chose  direct  mail  as  a medium  for 
advertising  and  selling  the  product.  After  a year  or 
two,  he  gave  up  the  business  because  he  lost  more 
money  than  he  made. 

This  failure  was  not  due  to  using  direct  mail  adver- 
tising and  selling,  but  due  to  not  having  the  staff  to 
support  the  demands  that  the  advertising  created. 

That's  a problem  that  we  in  Marine  Corps  adver- 
tising don't  have.  We've  got  a great  direct  mail  adver- 
tising and  selling  campaign.  And,  we've  got  great 
recruiters  in  the  field  to  follow  up  on  those  prospects 
who  receive  a direct  mail  piece.  But,  the  platform  for 
launching  a successful  direct  mail  campaign  is  deter- 
mined by  our  list  of  viable  prospects  to  be  reached. 
Once  this  is  done,  leads  are  generated  for  follow  up 
by  our  recruiters. 

Although  many  names  for  our  direct  mail  campaign 
are  purchased  by  J.  Walter  Thompson,  it  would  be  in- 
complete if  not  augmented  with  Recruiter  Supplied 
Names. 

A good  list  of  names  is  a complete  list  and  is  vital 
to  a successful  direct  mail  campaign.  To  be  considered 
"complete,"  a list  must  include: 

-Full  name 

-Complete  address  (city,  state,  zip  code) 

—Area  code  and  telephone  number 
—High  School/Community  College  Name 
—May  be  hand  written  if  legible 
—Female  names  must  be  delineated 

Now  that  high  school  is  back  in  session,  a list  of 
good  seniors  is  a money  maker.  Some  recruiters  may 
find  it  difficult  to  get  these  lists.  But,  there  are  many 
advertising  programs  that  may  be  used  as  vehicles  to 
get  into  the  high  schools  such  as: 

—Sports  tapes 
—Academic  tapes 

—Desktop  Calendars  and  Counselors  Guide 
—Invitations  to  Command  Visits 
-Musician  and  Athlete  Awards 
-Youth  Physical  Fitness  Programs 
—And,  Marine  Corps  Sports  Teams 

These  are  just  a few  of  the  programs  that  the  re- 
cruiters have  to  assist  them  in  obtaining  lists  of  names 
for  our  direct  mail  efforts. 

Once  a list  of  names  is  obtained,  the  recruiter  may 
immediately  begin  to  work  those  names.  But,  a copy  of 
the  list  should  be  forwarded  to  the  RS.  The  PANCO, 
Rl  or  whoever  is  working  the  Recruiter  Supplied 
Names  Program  fills  out  a Recruiter  Supplied  Names 
Submission  Checklist  and  forwards  both  the  list  and  the 
checklist  to  the  Recruitment  Advertising  Officer  at 
District.  The  RAO  then  forwards  the  list  to  CMC 
(MRM). 


RECRUITER  SUBMISSION  CHECKLIST 

To  insure  mail  delivery,  the  following  addressing  elements  must  oe  provided  for  each  prospect 

3 First/Last  Name  3 Street  Address  0 City  0 State  3 Zip  Code 

Recruiting  Station: 

Use  for  following  program 

1 — ; Recruiter  Supplied  Names  Mailing  i i Jumor/Communrty  College 


Submission  Oate Estimated  Quantity 

List  Format  (Please  check  appropriate  ust  lormat(s)  provided.) 

! Handwritten  ! i Computer  pnntout  i i Directory  1 J Typed 

I — I 

I i Other 

Special  instructions 


Name/Rank 

Signature 

Recruiter  Supplied  Names  lists  received  by  HQMC  (Code  MRM)  by  the  i5th  of  the  mooih  will  be  mailed 
by  the  end  of  the  following  month  i e lists  received  by  15  January  will  be  mailed  by  the  end  of  February 


RECRUITER  SUBMISSION  CHECKLIST  RECEIPT 

(Thi*  intormaiion  to  tw  fillad  in  by  R*cruitar) 

Recruiting  Station  

Submission  Date  _ 

District  Forwarding  Date  Estimated  Quantity 

School  Name 

- — For  HQMC  Use  Only  - 

Receipt  Date 

Scheduled  Mail  Date 


For  those  names  on  a list  received  at  CMC  before 
the  15th  of  the  month,  a direct  mail  piece  will  be  sent 
by  the  end  of  the  following  month.  MRM  then  tears 
off  the  bottom  portion  of  the  Submission  Checklist, 
fills  out  the  date  it  was  forwarded  to  J.  Walter 
Thompson,  New  York,  and  mails  that  portion  back  to 
the  RAO.  The  RAO  then  mails  the  bottom  portion 
back  to  the  RS  to  acknowledge  receipt. 

In  New  York,  the  names  are  typed  into  a computer. 
All  female  names  remaining  are  purged  at  this  time. 
The  names  are  then  matched  against  the  High  School 
Senior  Master  File,  and  the  Joint  Recruitment 
Advertising  Plan  (JRAP)  High  School  Senior  List. 
Once  this  is  done,  all  duplicated  names  are  purged 
from  the  system.  When  the  computer  finds  a new 
senior  name  that  has  never  been  issued  a mailing, 
then  that  name  automatically  gets  a mailing. 

Whether  a recruiter  submits  10  or  10,000  names, 
we  go  to  great  lengths  to  ensure  that  names  collected 
by  the  recruiters  are  added  to  the  system.  Our  direct 
mail  campaign  not  only  advertises  the  Marine  Corps, 
but  it  also  sells  the  Corps.  And,  by  having  a support- 
ing cast  of  recruiters  to  pursue  leads  generated  by 
direct  mail,  we  will  profit. 

Unlike  the  young  inventor  who  had  little  success 
with  his  direct  mail  campaign,  we  have  been  success- 
ful. As  long  as  the  recruiters  continue  to  actively 
pursue  direct  mail  leads  and  augment  the  campaign 
with  names  - success  is  inevitable. 
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District  Pacesetters 


RS  Jacksonville 

SSgt  Arrie  M.  Rose  pulled  in  RS  Jackson- 
ville's Recruiter  of  the  Month  for  August 
by  penning  a total  of  six  contracts. 

Working  the  pool  to  the  utmost  and  keeping 
them  motivated  so  they'll  work  for  you  is  very 
important,"  says  the  PCS  Gateway  recruiter. 

Couple  this  with  area  canvassing  and  complete 
follow  up  and  it  adds  up  to  a winning  combination. 

"I  had  a lot  of  DEP  referrals  and  people  I had  been 
working  for  a while.  Everything  just  came  together," 
continues  Rose.  "When  you  first  talk  to  some  people, 
they'll  say,  'Let  me  think  about  it  and  I'll  get  back  to 
you.'  I give  them  time  to  think  and  I make  sure  I get 
back  with  them." 

RS  Macon 

August  saw  SSgt  Raymond  M.  Daniels,  Jr., 
put  eight  applicants  into  the  Marine  Corps 
to  earn  top  honors  as  RS  Macon's  Recruiter 
of  the  Month. 

"Constant  pressure  from  my  NCOIC,  MGySgt. 
L.W.  Poler,  to  push  myself  to  the  limit  is  the  main 
reason  for  my  success,"  says  the  RSS  Greenville, 
S.C.,  recruiter. 

"The  Recruiter  aide  here,  Corporal  Terry  R.  Elgin, 
is  also  responsible  not  only  for  my  success,"  continues 
Daniels,  "but  for  the  success  of  the  whole  station." 

The  Columbia,  S.C.,  native  was  able  to  write  so  many 
contracts  this  month  because  of  something  he  was 
told  in  Recruiter's  School.  "They  told  us  to  work  smart 
not  hard,"  explains  Daniels. 

"Besides  the  push  from  'Top'  Poler  and  the 
assistance  from  CpI  Elgin,  I got  in  my  high  school's 
early,  talked  to  a lot  of  my  contacts  in  the  community 
and  I constantly  worked  my  pool,"  says  Daniels. 

This  is  SSgt  Daniels'  second  time  to  be  Recruiter  of 
the  Month  in  the  two  years  he's  been  on  production. 
He  has  a 3.05  net  production  average  with  78  total 
contracts. 

RS  Montgomery 

PCS  Gautier,  Miss,  recruiter  Sgt  Floyd 
Chapman  wrote  four  contracts  in  August, 
all  mental  group  1 1 1 A or  better,  to  earn  his 
second  consecutive  Recruiter  of  the  Month  Large 
Station  award  for  RS  Montgomery. 

Sgt  Paul  Kicker  of  RSS  Anniston,  Ala.  wrote  three 
contracts  to  earn  top  honors  in  the  RS  Montgomery 
Small  Station  category. 

"A  lot  of  hard  work,  good  people  and  a good  area 
have  been  major  contributors  to  my  success,"  says 
Chapman.  "My  pool  has  been  very  effective  for  me, 
and  a lot  of  it  has  to  do  with  a good  NCOIC." 

Kicker,  who  recently  augmented  in  the  regular 
component,  has  since  checked  out  of  RS  Montgomery. 
He  was  not  available  for  comment,  but  throughout  his 
recruiting  tour  was  noted  for  his  hard  work  and  use  of 
systematic  recruiting. 


RS  Nashville 

The  Recruiter  of  the  Month  for  RS  Nashville  is 
SSgt  Donald  L.  Godbee.  His  efforts  in  August, 
along  with  the  other  recruiters  in  his  RSS. 
enabled  RSS  Murfreesboro  to  almost  double  their 
contracting  mission  earning  21  contracts  for  a mission 
of  12. 

Godbee  finished  the  month  with  eight  contracts, 
five  of  which  were  1 1 1 A . Of  these  eight,  five  were  grads 
and  three  were  seniors.  This  performance  allowed  him 
to  pull  closer  to  top  honors  for  the  year  with  46  total 
contracts. 

MGySgt  S.E.  Watson  says  he  asked  Godbee  to  go 
"above  and  beyond"  his  normal  mission  last  month. 
"I  told  him  I wanted  to  help  out  the  RS  as  much  as 
possible  for  the  start  of  the  next  fiscal  year,"  says 
Watson.  "He  did  what  I asked  and  more." 

RS  Orlando 

Charging  ahead  and  leading  the  recruiters 
for  RS  Orlando  for  the  month  of  August  was 
Sgt  Michael  Phelps,  of  RSS  Orlando,  who 
landed  six  contracts. 

Sgt  Phelps  attributes  his  success  for  the  month  to 
two  key  factors:  that  of  consistency,  and  using  his 
assets.  "I  closed  out  early  for  the  month  of  July.  So 
instead  of  "taking  my  pack  off,"  I went  ahead  and  got 
everything  lined  up  for  August.  Also,  my  delayed 
entry  program  and  command  recruiter  were  valuable 
assets.  Three  of  my  contracts  were  from  the  command 
recruiter  and  one  was  from  the  DEP  . It  takes  a lot  on 
the  recruiter's  part  to  get  contracts,  but  he  also  has  to 
make  use  of  what  assets  he  has  available  to  him," 
he  says. 

Sgt  Phelps  noted  that  several  other  factors  also  play 
into  being  a success.  "I  view  my  tour  as  a recruiter 
as  36  consecutive  tours.  And  during  those  tours,  a 
recruiter  must  have  the  backing  from  his  family,  be 
willing  to  work  hard  and  have  attention  to  detail. 
Also,  the  competitive  nature  that  Marines  have  can 
work  to  your  advantage.  You  have  to  look  at  the 
teamwork  as  well;  from  the  NCOIC  to  fellow  recruiters 
to  the  support  from  the  RS  headquarters,  it  all  comes 
togetner  to  help  the  recruiter,"  the  young  NCO  says. 

RS  Raleigh 

Charlotte  recruiter,  SSgt  Fletcher  A.  McMillan, 
edged  out  the  other  Tarheel  recruiters  in 
August,  writing  six  contracts. 

The  Laurinburg,  N.C.  native  is  gentlemanly  and 
self-assured.  "I  really  have  to  thank  my  fellow 
recruiters,"  he  explains.  He  stresses  the  importance 
of  working  together  toward  a common  goal. 

"Taking  the  time  to  follow  up  is  really  what  gave  me 
the  edge  in  August,"  McMillan  says,  with  his  impish 
grin  which  is  famous  throughout  the  RSS.  "Doing 
that  ever-necessary  follow-up  gave  several  prospects 
every  opportunity  to  say  'yes.'  " 
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Digest  Salutes 


NAVY  COMMENDATION  MEDAL 

District 

MSgt  V.E.  Bergen 

PROMOTION 

RS  Macon 
SSgt  W.A.  Brown 
SSgt  M.S.  Moore 
SSgt  D.T.  Morris 

RS  Montgomery 
MSgt  W.H . Stancil 
SSgt  D.E.  Dodd 

GOOD  CONDUCT  MEDAL 

RS  Nashville 

Sgt  M.R.  Clark,  2nd  Award 
SSgt  M.R.  Santos,  3rd  Award 

RS  Orlando 

Sgt  C.  Bishop,  2nd  Award 
RS  Raleigh 

SSgt  R.P.  Brandon,  4th  Award 

MERITORIOUS  MAST 

RS  Jacksonville 
SSgt  C.S.  Chenowith 
SSgt  R.D.  Brooks 

RS  Macon 
SSgt  J.L.  Herb 


RS  Montgomery 
CpI  C.E.  Reeves 

RS  Nashville 
Sgt  H .L.  Bryant 

CERTIFICATE  OF 
COMMENDATION 

RS  Jacksonville 
SSgt  S.L.  Gregory 
Sgt  D.B.  Davis 
GySgt  D.A.  Schoenle 

RS  Macon 
SSgt  R.L.  Brooks 
GySgt  E.L.  Barnes 
RS  Montgomery 
Sgt  D.P.  Robisheaux 
SSgt  R.G. Johnson 

RS  Nashville 
GySgt  A.C.  Masiello 
GySgt  T.D.  Fussell,  Jr. 

RS  Orlando 
SSgt  D.E.  Watson 
MSgt  A.  Rivera 

RS  Raleigh 

SSgt  A.L.  Carter 
SSgt  W.C.  Cole 

MEPS  LIAISON  NCO  FOR  3RD 
QTR FY  87 

RS  Montgomery 

SSgt  E.D.  Crews 


CERTIFICATE  OF  SUPERIOR 
RECRUITING  PERFORMANCE 

RS  Raleigh 

RSS  Charlotte,  N.C. 

CENTURION  AWARD 

RS  Macon 

SSgt  L.H . Basquez 
SSgt  J.T.  Scott 

RS  Montgomery 
SSgt  R.G.  Handy 

CERTIFICATE  OF  RECRUITING 
EXCELLENCE 

RS  Jacksonville 
GySgt  D.A.  Schoenle 
SSgt  F.  Sanders 
SSgt  C.  Chenowith 
Sgt  G.F.  Glenn 

RS  Macon 

SSgt  J.T.  Scott 
SSgt  R.L.  Brooks 
SSgt  D.G.  Shelkey 
Sgt  R.R.  Hester 

RS  Montgomery 
SSgt  R.R  White 

RS  Nashville 

SSgt  P.R.  Santos,  Jr. 

SSgt  A.R.  Lowther 


Recruiter  Honor  Roll 


8 contracts 

SSgt  R.M.  Daniels,  RSS  Greenville,  S.C. 

SSgt  D.L.  Godbee,  RSS  Murfreesboro,  Tenn. 

6 contracts 

SSgt  A. M.  Rose,  RSS  Jacksonville,  Fla. 

SSgt  R.L.  Brooks,  RSS  Decatur,  Ga. 

Sgt  D.L.  Cischke,  RSS  Nashville,  Tenn. 

5 contracts 

Sgt  D.C.  Baylor,  RSS  Daytona  Beach,  Fla. 

CpI  J.S.  Bosarge,  RSS  Brunswick,  Ga. 

Sgt  R.R.  Hester,  RSS  Augusta,  Ga. 

Sgt  D.W.  Christian,  RSS  Greenville,  S.C. 

Sgt  R.  Hutchinson,  RSS  Mobile,  Ala. 

Sgt  S.  Clark,  RSS  Mobile,  Ala. 

Sgt  D.A.  Hruza,  RSS  Nashville,  Tenn. 

Sgt  D.A.  Johnson,  RSS  Memphis,  Tenn. 

SSgt  G.W.  Johnson,  RSS  Memphis,  Tenn. 
GySgt  D.A.  Bunch,  RSS  Murfreesboro,  Tenn. 
SSgt  M.M.  Stein,  RSS  Murfreesboro,  Tenn. 
SSgt  M.A.  Richards,  RSS  Clearwater,  Fla. 

Sgt  I.M.  Lockhart,  RSS  Tampa,  Fla. 


4 contracts 

SSgt  Ronald  L.  Johnson,  RSS  Gastonia,  N.C. 
SSgt  C.L.  Smith,  RSS  Jacksonville,  Fla. 

SSgt  W.H.  Merrill,  RSS  Savannah,  Ga. 

SSgt  C.S.  Chenowith,  RSS  Tallahassee,  Fla. 
SSgt  M.O.  Biddle,  RSS  Daytona  Beach,  Fla. 
Sgt  D.L.  Heard,  RSS  Albany,  Ga. 

SSgt  W.C.  Browne,  RSS  Atlanta,  Ga. 

SSgt  J.R.  Stokes,  RSS  Atlanta,  Ga. 

SSgt  C.L.  Boatright,  RSS  Florence,  S.C. 

Sgt  R.C.  Cawley,  RSS  Greenville,  S.C. 

GySgt  J.N.  Huffman,  RSS  Jonesboro,  Ga. 

Sgt  N.  Rosser,  RSS  Macon,  Ga. 

SSgt  M.C.  Barton,  RSS  Marietta,  Ga. 

Sgt  A.  Tamayo,  RSS  Marietta,  Ga. 

CpI  T.  Dennis,  RSS  Birmingham,  Ala. 

Sgt  F.  Chapman,  RSS  Gulfport,  Miss. 

Sgt  E.  Jackson,  RSS  Gulfport,  Miss. 

Sgt  S.  Rozina,  RSS  Jackson,  Miss. 

Sgt  R.  Johnson,  RSS  Montgomery,  Ala. 

Sgt  M.  Caldwell,  RSS  Tuscaloosa,  Ala. 

Sgt  G.  Waugh,  RSS  Greenville,  Miss. 

SSgt  M.R.  Santos,  RSS  Johnson  City,  Tenn. 
SSgt  A.J.  Bustamante,  RSS  Knoxville,  Tenn. 


GySgt  A.C.  Masiello,  RSS  Knoxville,  Tenn. 

Sgt  M.R.  Kearney,  RSS  Knoxville,  Tenn. 

Sgt  D.C.  Brown,  RSS  Memphis,  Tenn. 

Sgt  C.  Banks,  RSS  Memphis,  Tenn. 

SSgt  B.  Eddy,  RSS  Ft.  Lauderdale,  Fla. 

SSgt  D.E.  Watson,  RSS  Tampa,  Fla. 

GySgt  E.  Montanez,  RSS  West  Palm  Beach,  Fla. 
Sgt  J.B.  Woolsey,  RSS  Bradenton,  Fla. 

Sgt  M.K.  Cook,  RSS  Ft.  Myers,  Fla. 

SSgt  N.  Haeger,  RSS  Ft.  Myers,  Fla. 

SSgt  R.  Uvalle,  RSS  Ft.  Myers,  Fla. 

SSgt  M.  Clevenger,  RSS  Lakeland,  Fla. 

GySgt  D.  Silcox,  RSS  Orlando,  Fla. 

Sgt  A.  Sotomayor,  RSS  Miami,  Fla. 

SSgt  R.  Thompson,  RSS  Miami,  Fla. 

SSgt  A.L.  Carter^RSS  Charlotte,  N.C. 

SSgt  B.L.  Richardson,  RSS  Greensboro,  N.C. 

Sgt  J.C.  Spears,  RSS  Hickory,  N.C. 

SSgt  J.R.  Futrell,  RSS  Burlington,  N.C. 

Sgt  R.R.  Griffin,  RSS  Rocky  Mount,  N.C. 

Sgt  R.A.  Haaf,  RSS  Charlotte,  N.C. 

Sgt  W.E.  Grogan,  RSS  Winston-Salem,  N.C. 

Sgt  S.  Allen,  RSS  Durham,  N.C. 


Dixie  Digest 


August  1987  Procurement  Results 


SHIPPING 


NPS  REGULAR  MALE 

NPS  REGULAR  MALE  1 MIA 

NPS  REGULAR  MALE  HSG 

(MALE  AND  FEMALE) 

% OF 

% OF 

% OF 

% OF 

RQMT 

l-IIIA 

TOTAL 

HSG 

TOTAL 

RQMT 

RS 

SHIP 

RQMT 

SHIP 

SHIP 

SHIP 

SHIP 

SHIP 

SHIP 

RQMT 

SHIP 

Mon 

9. 

91 

100.0 

56 

61.5 

90 

98.9 

3 

2 

150.0 

Jac 

57 

57 

100.0 

36 

63.2 

53 

93.6 

4 

4 

100.0 

Mac 

118 

118 

100.0 

73 

61.9 

118 

100.0 

3 

3 

100.0 

Nas 

91 

91 

100.0 

64 

70.3 

89 

97.8 

2 

2 

100.0 

Orl 

129 

129 

100.0 

79 

61.2 

123 

95.3 

4 

4 

100.0 

Ral 

101 

101 

100.0 

63 

62.4 

100 

99.0 

0 

0 

0.0 

Dis 

587 

587 

100.0 

371 

63.2 

573 

97.6 

16 

15 

106.7 

NPS  RESERVE  MALE 

NPS  RESERVE 

NPS  RESERVE  MALE  l-l II A 

NPS  RESERVE  MALI 

GROUND 

% OF 

MALE  AVIATION 

% OF 

o/„  np 

% O 

QUOTA 


RS 

SHIP 

QUOTA 

SHIP 

Mon 

8 

7 

114.3 

Jac 

12 

8 

150.0 

Mac 

12 

10 

120.0 

Nas 

9 

21 

42.9 

Orl 

12 

13 

92.3 

Ral 

4 

5 

80.0 

Dis 

57 

64 

89.1 

SHIP  QUOTA 


QUOTA 

SHIP 

0.0 

100.0 

100.0 

50.0 

0.0 

0.0 

83.3 


I III  A 
SHIP 

6 

10 

13 

6 

9 

2 

46 


TOTAL 

SHIP 

75.0 
76.9 
86.7 

60.0 

75.0 

50.0 
74.2 


HSG 

SHIP 


TOTAL 

SHIP 

100.0 

100.0 

100.0 

100.0 

100.0 

100.0 

100.0 


MPS  REGULAR  FEMALE 
% OF 
RQMT 

RS  SHIP  RQMT  SHIP 

Mon  4 4 100.0 

Jac  4 4 100.0 

Mac  4 4 100.0 

Nas  5 5 100.0 

Orl  7 7 100.0 

Ral  4 4 100.0 

Dis  28  28  100.0 


IMPS  RESERVE  FEMALE 
% OF 
QUOTA 

SHIP  QUOTA  SHIP 

0 0 0.0 

0 0 0.0 

2 2 100.0 

0 0 0.0 

0 0 0.0 

1 1 100.0 

3 3 100.0 


NPS  REG  CEP 


IMPS  REG  QEP 


CEP  + QEP 


CEP 

SHIP 

0 

0 

0 

0 

0 

0 

0 


RS 

Mon 

Jac 

Mac 

Nas 

Orl 

Ral 

Dis 


QUOTA 

1 

1 

1 

1 

1 

1 

6 


M + F 
SHIP 

95 
61 

122 

96 
136 
105 
615 


% OF 

QEP 

% OF 

CEP  + QEP 

% OF 

QUOTA 

SHIP 

QUOTA 

QUOTA 

SHIP 

QUOTA 

QUOTA 

0.0 

10 

5 

200.0 

10 

6 

166.7 

0.0 

8 

3 

266.7 

8 

4 

200.0 

0.0 

16 

6 

266.7 

16 

7 

228.6 

0.0 

5 

5 

100.0 

5 

6 

83.3 

0.0 

14 

9 

155.6 

14 

10 

140.0 

0.0 

13 

6 

216.7 

13 

7 

185.7 

0.0 

66 

34 

194.1 

66 

40 

165  0 

TOTAL 

4+  YR 

% 4 + YR 

TOE 

TOE 

SHIP 

SHIP 

94 

98  9 

58 

95.1 

121 

99.2 

93 

96.9 

136 

100.0 

105 

100.0 

607 

98.7 

NPS  REG  MALE 
RS  SHIP  QUOTA 


PS  REG  IM  + FI 
SHIP  QUOTA 


PS  + NPS 
REG  MALE 


Mon 

Jac 


91 

57 


Mac  118 
Nas  91 


Orl 

Ral 

Dis 


129 

101 

587 


91 
50 

118 

92 
132 
104 
587 


94 

61 

121 

93 

133 

101 

603 


93 

54 

121 

93 

135 

106 

602 


NPS  REG 
FEMALE 

NPS  RESERVE 
MALE  GROUND 

NPS  RESERVE 
MALE  AIR 

NPS  RESERVE 
FEMALE 

TOTAL  FORCE 
SHIPPED  %QF 
ni  IOTA 

SHIP 

QUOTA 

SHIP 

QUOTA 

SHIP 

QUOTA 

SHIP 

QUOTA 

SHIP 

QUOTA 

SHIP 

4 

4 

8 

7 

0 

0 

0 

0 

106 

104 

101.9 

4 

3 

12 

8 

1 

1 

0 

0 

78 

66 

118.2 

4 

4 

12 

10 

3 

3 

2 

2 

142 

140 

101.1 

5 

5 

9 

21 

1 

2 

0 

0 

108 

121 

89.3 

7 

7 

12 

13 

0 

0 

0 

0 

152 

155 

98.1 

4 

4 

4 

5 

0 

0 

1 

1 

110 

116 

94.8 

28 

27 

57 

64 

5 

6 

3 

3 

696 

702 

99  1 

PRODUCTION 


NPS  REGULAR 
MALE  NNC 


NPS  REG  MALE 
MG  I - 1 1 1 A 
NNC 


NPS  REG  MALE 
HSG  + HSSR  NNC 


NPS  REG 
FEMALE  NNC 


PS  REG  NNC 


% OF 

% OF 

% OF 

% OF 

% OF 

QUOTA 

l-IIIA 

TOTAL 

HSG  + HSSR 

TOTAL 

QUOTA 

QUOTA 

RS 

NNC 

QUOTA 

WRITTEN 

NNC 

NNC 

NNC 

NNC 

NNC 

QUOTA 

WRITTEN 

NNC 

QUOTA 

WRITTEN 

Mon 

82 

63 

130.2 

52 

63.4 

81 

98.8 

4 

4 

100.0 

3 

2 

150.0 

Jac 

67 

40 

167.5 

39 

58.2 

64 

95.5 

3 

2 

150.0 

2 

2 

100.0 

Mac 

125 

86 

145.3 

80 

64.0 

126 

100.8 

5 

3 

166.7 

2 

3 

66.7 

Nas 

97 

76 

127.6 

67 

69.1 

96 

99.0 

4 

5 

80.0 

1 

3 

33.3 

Orl 

128 

121 

105.8 

79 

61.7 

127 

99.2 

2 

3 

66.7 

3 

3 

100.0 

Ral 

89 

85 

104.7 

57 

64.0 

79 

88.8 

3 

3 

100.0 

4 

2 

200.0 

Dis 

588 

471 

124.8 

374 

63.6 

573 

97.4 

21 

20 

105.1 

15 

15 

100.0 

NPS  RES  MALE 
GROUND  NNC 


% OF 
QUOTA 


NPS  RES  MALE 
AIR  NNC 

% OF 
QUOTA 


MG  I - 1 1 1 A 
NNC 
% OF 
MIA  TOTAL 


NPS  RES  MALE 
HSG  + HSSR  NNC 

% OF 

HSG  + HSSR  TOTAL 
NNC 


RS 

NNC  QUOTA  WRITTEN  NNC 

QUOTA 

WRITTEN 

NNC 

NNC 

NNC 

Mon 

16 

25 

64.0 

0 

0 

0.0 

13 

81.3 

15 

Jac 

4 

16 

25.0 

0 

2 

0.0 

4 

100.0 

4 

Mac 

10 

27 

37.0 

-1 

7 

-14.3 

6 

66.7 

9 

Nas 

13 

28 

46.4 

-1 

1 

0.0 

11 

91.7 

12 

Orl 

9 

15 

60.0 

0 

0 

0.0 

8 

88.9 

9 

Ral 

10 

14 

71.4 

1 

0 

0.0 

6 

54.5 

10 

Dis 

62 

125 

49.6 

10 

-1 

-10.0 

48 

78.7 

59 

NPS 

PS 

NPS  RES 

NPS  RES 

NPS  RES 

NPS 

PS 

NPS 

REG 

REG 

NPS  + PS  REG 

MALE 

NPS  RES 

MALE 

MALE 

REG 

REG 

RES 

RS 

MALE  MALE 

MALE  PROD 

GROUND  MALE  AIR 

TOTAL 

PROD 

FEM 

FEM 

FEM 

NPS  RESERVE 
FEMALE  NNC 

% OF 
QUOTA 

NNC  QUOTA  WRITTEN 


Mon 

Jac 

Mac 

Nas 

Orl 

Ral 

Dis 


82 

67 

125 

97 

128 

89 

588 


1.55 

1.92 

1.69 

1.48 

1.58 

1.48 

1.60 


16 

4 

10 

13 

9 

10 

62 


16 

4 

9 

12 

9 

11 

61 


0.29 

0.11 

0.12 

0.18 

0.11 

0.18 

0.16 


4 

3 

5 

4 
2 
3 

21 


93.8 

0 

0 

0.0 

100.0 

0 

0 

0.0 

100.0 

1 

2 

50.0 

100.0 

0 

0 

0.0 

100.0 

0 

0 

0.0 

90.9 

0 

1 

0.0 

96.7 

1 

3 

33.3 

TOTAL 

% TOTAL 

REC 

FORCE 

FORCE 

TOTAL 

PROD 

POOL 

POOL 

FORCE 

H REC 

APR 

DISCH 

ATTR 

105 

55 

1.91 

6 

5.4 

76 

36 

2.11 

6 

7.3 

142 

75 

1 89 

25 

15.0 

114 

66 

1.73 

21 

15.6 

142 

83 

1.71 

6 

4.1 

107 

62 

1.73 

18 

14.4 

686 

377 

1.82 

82 

10.7 
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^HISPANIGK- 


HERITAGE  WEEK  Is 


September  1 

Be  Kind  to  Writers  and  Editors  Month  begins. 

Korean  airliner  shot  down  by  a Soviet  jet 
fighter— 269  people  killed,  1983. 

September  2 

Formal  surrender  of  Japan  aboard  the 
battleship  USS  Missouri  in  Tokyo  Bay,  ending 
World  War  II,  1945. 

September  3 

Treaty  of  Paris  ratified;  American  Revolution 
officially  ends,  1783. 

U S.  spacecraft  Viking  II  lands  on  Mars  to  take 
first  close-up,  color  photographs  of  the 
planet's  surface. 

September  4 

Live  transcontinental  television  begins,  1951. 

September  5 

First  Continental  Congress  assembles  in 
Philadelphia,  1774. 

First  Labor  Day  observance,  New  York  City, 
organized  by  Peter  McGuire,  carpenters  union 
secretary,  1882. 


September  9 

First  iron-hulled  U.S.  Navy  ship,  the  gunboat 
USS  Michigan,  authorized  by  Congress,  1841. 

September  11-14 

Annapolis  Convention  meets,  issues  call  for  a 
convention  in  Philadelphia  to  draft  the 
Constitution,  1786. 

September  14 

Marines  repulse  Japanese  forces  in  the  Battle 
of  the  Ridge  on  Guadalcanal. 

September  17 

U.S.  Constitution  signed,  1787. 

September  18 

POW/MIA  Recognition  Day. 

U.S.  Air  Force  becomes  a separate  service, 
1947. 

September  19 

First  talking  cartoon— Walt  Disney’s 
"Steamboat  Willie,”  starring  Mickey 
Mouse — premieres  in  New  York  City,  1928. 


September  20 

USS  Constitution  launched  at  Boston,  1797. 

September  24 

Rosh  Hashanah 

U.S.  Supreme  Court  created,  1789. 

September  25 

First  American  newspaper  (Publick 
Occurrences  Both  Foreign  and  Domestick) 
published,  1690. 

September  26 

Army  Military  Police  Corps  established,  1941 

September  27 

Marines  conquer  Japanese  stronghold  in 
Palau  Islands,  in  a decisive  World  War  II 
battle,  1944. 

September  30 

U.S.  Merchant  Marine  Academy  dedicated, 
1943. 

Berlin  Airlift  ends,  1949. 


